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The customers’ demanding on variety of products has been increasing nowadays in 
21st century, and the rules of competition between enterprises have been changed because 
of the increasing competition on global market. The competition could happen between one 
retailer and another retailer; one supplier and another supplier long time ago, but now in the 
new century, the competition is no longer between the enterprises in the same line, but 
between different alliances built up by manufactures, suppliers and retailers in the same 
supply chain. 
Supplier means the party who supplies product or service to the purchaser, and gets 
money back in accordance as reward. Previously as the transaction was simple, the 
relationship ended up immediately after the exchange was done. So the price was the key 
point of negotiation while all the other conditions fixed. The retailers cared more whether 
the purchasing was done as scheduled to ensure the sales, instead of working together with 
the suppliers for the new product development and to save cost during manufacturing; and 
never considered developing long term business relationship with suppliers. This kind of 
business model does not work well in current market circumstances because it has many 
disadvantages, as the enterprises have to response very quickly to market needs, and it’s 
impossible to achieve that depending on only one itself.  
The relationship between the retailers and the suppliers has been changed strategically 
since mid of 1990’s, and the content of supplier management gets far more than only 
bargaining. To establish long term strategic partnership with the suppliers, to reorganize the 
resources, to save cost and to gain the advantage of competition so that both parties can 
profit from it, is the key point of success for retail enterprises. 
To develop partnership with suppliers is a very important part of supply chain 
management. Based on the real case of CONFORAMA and from the view of retailer, this 
article focus on how to improve the logistic, information flow and cash flow in between 
through partnership, thus to improve the effectiveness of the whole supplier chain, and how 
















In the first chapter, the article introduces the problems of the relationship between the 
seller and the purchaser under traditional model, analyzes how the problems affect the 
business, and demonstrates that the traditional relationship does not work well any more 
under the new market competition, and the research guideline and method for the whole 
article is also brought up. 
In the second chapter, there’s a comparison between the traditional relationship and 
the partnership, which demonstrates the conception and significance of partnership, and the 
trend as well. There’s also an introduction of the progress of CONFORAMA on partnership 
building, and the important implementation that CONFORAMA has done for it.  
In Chapter 3, 4 and 5, the article introduces respectively the problems on logistics, 
information flow and cash flow with the suppliers under traditional relationship, and 
explained how the partnership can settle the problems through trusting each other, 
resources reorganizing and information sharing.  
In chapter 6, it’s a briefing of the significance of partnership, further proves that all 
parties can benefit from partnership building. 
 














目  录 
  
目  录 
 








第三章  CONFORAMA 的物流··················································································· 15 
一、物流概述及 CONFORAMA 物流业务的发展.............................................15 
二、CONFORAMA 早期物流存在的问题..........................................................16 
三、CONFORAMA 的物流解决方案..................................................................17 
第四章  CONFORAMA 的资金流··············································································· 21 
一、CONFORAMA 早期资金流存在的问题......................................................21 
二、合作伙伴关系下的资金流..............................................................................22 
第五章  CONFORAMA 的信息流··············································································· 25 
一、传统方式下信息流的问题..............................................................................25 
二、CONFORAMA 与合作伙伴间的信息流......................................................26 
































Chapter 1  The problems of the relationship between CONFORAMA and the  
suppliers at the forepart……………………………………………………………1 
1.1  The integrative economy of the world and the trend of supplier relationship…1 
1.2  CONFORAMA briefing and the problems of it’s relationship with suppliers  
at the forepart………………………………………………………………………2 
1.3  The study guideline and method of this article…………………………………4 
Chapter 2  The development of the relationship between CONFORAMA  
and suppliers…………………………………………………………………………5 
2.1  The characteristic of partnership………………………………………………5 
2.2  The 3 development period of the relationship between CONFORAMA  
and suppliers……………………………………………………………………9 
2.3  The important measures CONFORAMA takes to establish and maintain  
partnership………………………………………………………………………12 
Chapter 3   The logistics of CONFORAMA…………………………………………15 
3.1  Brief introduction of logistics and the development of CONFORAMA   
logistics business………………………………………………………………15 
    3.2  The problems of CONFORAMA logistics at forepart…………………………16 
    3.3  The solution of CONFORAMA on logistics…………………………………17 
Chapter 4  The cash flow of CONFORAMA…………………………………………21 
    4.1  The problems of CONFORAMA cash flow……………………………………21 
    4.2  The cash flow under partnership………………………………………………22 
Chapter 5  The information flow of CONFORAMA…………………………………25 
    5.1   The problems of traditional information flow………………………………25 
5.2   The information flow between CONFORAMA and partnership suppliers……26 
Chapter 6  Summary ………………………………………………………………30 
    6.1  The integration of the 3 flows by partnership…………………………………30 
6.2  Partnership settled the problems of traditional relationship……………………30 






























第一章  CONFORAMA 早期的供应商关系的问题 
一、世界经济一体化及供应商关系发展趋势 
    1、世界经济一体化及企业所面临的挑战 
















































CONFORAMA 创建于 1966 年，是欧洲知名上市公司 PPR 集团 (Pinault 
Printemps-Redoute Group, 巴黎春天集团，下同)的子公司，从事专门产品零售，以家
具和家庭用品为主。CONFORAMA 在欧洲拥有 280 家大型连锁商场，雇有员工 1.4
万人， 2004 年营业额超过三十亿欧元，在家居用品零售行业排名全球第二，仅次于
瑞典 IKEA 公司①。 
     CONFORAMA 总部在巴黎，是法国 大的家居产品零售集团。目前在法国、意
大利、瑞士、西班牙、葡萄牙、波兰等六个国家设有商场。在这些国家中又以法国的
商场 多，达 179 家，仅在巴黎市区就有 18 家。在法国，CONFORAMA 这个商号可
以说是家喻户晓。 
    CONFORAMA 的定位是折扣商, 它的特色在于为市场提供中低档次但是有绝对
价格优势的家庭用品。对于收入一般，尤其是考虑实惠的消费者来说，CONFORAMA
是不二的选择。 




等等。 但是存在致命的弱点，那就是商品价格高昂。这使得 CONFORAMA 的采购
成本过高，在市场上的低价优势难以发挥，在越来越多的竞争者面前很难保持绝对优
                                                        




































































    双方缺乏配合导致物流环节的脱节。企业只顾自己内部的作业程序畅通，在与对
方的衔接点上导致大量人力物力的浪费。 
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